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Question ONE
a. Outline the importance of planning the sales call with regards to sales operations. 10MKS
b. Describe any five basic categories of call objections in sales. 10MKS
c. Discuss the marketing mix as applied in sales operations. 10MKS

Question TWO
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a. Explain the establishing of sales call objections steps to set sales objections.

b. Explain the sell down method for overcoming the price question.

Question THREE

a. Apply five techniques used to achieve better customer understanding.

b. Outline various goals for an effective sales plan.

Question FOUR
a. Carry out five main steps in handling customer complaints.

b. Describe any five selling that define today’s sales landscape.

Question FIVE

10MKS

10MKS

10MKS
10MKS

10MKS

10MKS

a. Explain the intergraded marketing communications can be used planned in 6Ms model. 10MKS

b. Describe the sales call procedure used in sales operations.
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